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CmPTER I 



INTRODUCTION 

Agribusiness sales and services are an Important part of the agri- 
cultural community in North Dakota, Todays with the high degree of mech'* 
anization needed to farm, it is essential that these services and prod- 
ucts be available to the farmer on a continuing basis in, sufficient quan- 
tity and quality to meet his ever growing needs. 

It is necessary for sales and service organizations to meet the 
demands of today's farmer or face the economic alterTiative of the farm 
dollar going elsewhere. Good business management is essential in develops 
ing, maintaining and expanding a successful agribusiness firm. Education^ 
al programs to enhance the manager ic,l ability of managers to provide needl- 
ed goods and services are a benefit to Individuals who operate agrlbus^ 
inesses and to farmers needing the materials and services* -^^^ 

Signlf icaTice_ of the Study 

This study was in partial fulfillment of the objectives of a Farm 
Management Education Research and Development Project, funded by the North 
Dakota State Board for Vocational Education and carried out by the Depart- 
ment or Agricultural Education at North Dakota State University. 

As stated in the proposals the objective was , "to examine the use 
of variations of the farm management education program for other business 
management needs J'^ It was decided, after consulation with Dr, Donald 

iFarm Management Education Research and Deyelopment Project (Un- 
published research project proposal^ North Dakota State University^ Fargo, 
1972), p, 1, - 

1 
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Prlebe, Research Project Director, to select the North Dakota implemenC 
dealerihlp managers as the group with which to begin to eKamine the 
possible applications of variations of the farm management education pro- 
gram fo off-farm agricultural businesses. 

Statement of the Problem 

It was the purpose of this study to determine attitudes of the 
farm implemenC dealership managers In North Dakota towards their needs 
for selected areas of management education* The specific objectives of 
the study were: 

a. To determine the attitude of North Dakota farm implement 
dealership managers toward their need for selected areas 
of management education, 

b* To determine the attitudes of North Dakota farm implement 
dealership managers toward various agencies or groups as 
possible sources of management education, 

c. To obtain profile information of the North Dakota farm 
implement dealership managers as to their: 

-age 

-level of formal education 

-management tenure 

-size of business 

-type of business managed 

d. To compare the attitudes of North Dakota farm implement 
dealership managers toward their need for management education 
with : 

-number of full-time employees 
-age 

-levels of education 
-management tenure 

Pellmitattons of the Study 

This study was limited to managers of the North Dakota farm im- 
plement dealerships as of January 22, 1973, The study was descriptive 
and no inference was made to other samples or populations. It was also 
limited to gathering the information needed to attain the stated objectives. 
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For the purpose of this study the following terms are defined i 

Small Business^ a firm with $2*5 million or leas in assets^ 
$5 million or less in annual sales or 250 
or fewer employees, 

Business Size* is determined by levels of full-time employees, 

Full-Tlme Employae' a worker employed eleven or more months per 

year , 

Part-Time Employee: a worker employed less than eleven months 

per year. 

North Dakota farm imploment dealership manager: an individual 

who has managerial control of a farm im- 
plement dealership in North Dakota, 
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CHAPTER II 



REVIEW OF LITERATURE 

Small business plays an important role in the total economic 
structure of the United States, Small independent firms account for 

n 

approKlmately 40 percent of the nation^s total business activity. - 
Ninet3^--Dne percent of all manufacturing establishments in the United 
States employ fewer than 100 people and 68 percent have fewer than 20 
employees , 

Non-farm agribusiness represents an eKpanding part of the small 
business picture. Smith and Moeller report growth rates for off-farm 
purchases of off-farm inputs by farmers to be in eKcess of 5 percent 
annually and for some products much greater increases are predicted.^ 

Musselman and Hughes report the growth in the numbers of small 
businesses in the United States to be approximately 15,000 new firms per 
year. They also report that approKimately 13s500 businesses fail during 
their first year of operation^^ Many business analysts and economic ex^ 



L. L, StelnmetE and others ^ Managing the Sma Business (Home" 
wood J Richard D. Irwin, Inc , , 1968), p* 1* 

3- _ 
Pearce C. Kelly and others^ How to Organize and Operate a Small 

Business , (Englewood Cliffs, Prentice Hall^ 1968) ^ p, 1, 

^Frank .T. Smith and Robert J, Moeller, "What Makes A Successful 
Farm Store Operation?'- Farm Store Merchandising , (Minneapolis s The 
Miller Publishing Co,, March 1964), p, 15. 

^Vernon A, Musselman and Eugene H. Hughes j Introduction to 
Modern Business ^ (Englewood Cliffs, Prentice Hall, 1969) j p* 165. 



parts agree chat management of the small firm is an important ingredient 
for success. 

According to Musselman and Hughes, good management is a prereq- 
uliite for the successful operatiDn of a smaH business. "In large con- 
cerns, it is the prof esaiorial manager , rather than the owner who carries 
the management responsibility ^ but in small firms, it is the owner or man 
ager who must make all the business decisions, " Much of the success or 
failure of a small business can be traced to the quality of management. 

Failure to satisfactor ly solve management problems is a primary 
cause of small business failures. This conclusion Is supported by a 
Dun and BradstreeC study which reports almost 93 percent of the failures 
of small business were due to a lack of managertal skills,^ 

Another study of agribusiness farm supply stores, by the same 

firm, Indicated that management factors accounted for 91 percent of all 
8 

business failures. Lack of adequate manager4.al experience and compet- 
ence were cited as the most prevalent reiison for business failures, 

Hartog reported the educational level of farm supply store man^ 
agers Co be quite low* He states: "The retail farm supply n^nager has 
less of the initial educational inputs, and because of geographical dis- 
persion of small firms, has fewer opportunities to participate In formal 
programs to upgrade his managerial skills,"'^ 

6ibld. , p, 160, 

^"Business Failures'*, Dun^s Review and Modern Industry , Vol, 90, 
No. 3, 1967, p. 13, 

8e, T, Siverten, Farm Supply Stores: Operating Results In 1956, 
Dun and Bradstreet, New York, 1957, 
□ 

Edward C, Hartogi "Development of a Method to Determine Education- 
al Content of Farm Supply Store Management" (Unpublished Ph, D, thesis. 
University of Minnesota, Minneapolis, 1969) ^ p, 10. 



Yellpnd, in a study of .farm supply cooperatives, found that 72 
parcent of the managers had a high school education or less,^^ Amann 
and Kroller, in a etudy of retail outlets of reiional cooperatives ^ found 
that fewer than half of the 52 managers in the study had finished high 
school 

Managers attendance at management education sessions appear to 
be limtted* Volkin and Griffin, in a management training study of 9404 

cooperatives, with a 43 percent return^ reported only 26 percent of the 

... 12 
managers had attended management training sessiona. 

Kelley et..aX*s^3 Steinmetz ^ al*s^^ and Musselman and Hughes, 15 
as well as other authors have stressed a need for continuning the man- 
agers education. They concluded that a program of management education 
is a most important key to business success in a constantly changing 
world. 



1 -Robert Yelland, **A Study of Managerial Performance Patterns in 
Cooperat ives J (Unpublished Masters thesis, University of Minnesota^ 
Minneapolis j 1968)', p, 25 . 

llvictor F, Amann and Fred E, Koller, "Some Aspects of Management 
in Farm Supply Cooperatives , Minnesota Farm Business .Notes , No, 430^ 
St. Paul, June, 1961, 

l^D^vid Volkin and Nella Griffin, Management Traini ng Among 
Farmer Cooperatives , Farmers Cooperative Service General Report, No. 
6B, USDA, Washington, D,C,, 1959. 

l^Kelley and others, op, cit., p, 25, 

l^Steinmetg and others^ op, cit,, p, 600* 

l%usselman and Hughes, op, cit., p. 309. 
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CHAPTER III 



RESEARCH MTHOD AND PROCEDURE 

The information Included in this chapter describes the method of 
reiearch used for this study and the procedure used in completing the 
project , 

Population 

The population selected for this study included all of the North 
Dakota farm Implement dealership managars actively managing a business 
as of January 22, 1973, There were a total of 359 managers located 
throughout the state of North Dakota. 

The names of the farm implement dealership managers were obtained 
through the cooperatidn of Mr* Roger Williams ^ Field Services Manager 
of the North Dakota Implement Dealers Association, FargOs North Dakota* - 
A list of association members, which was approKimately 98 percent of the 
total names 5 and a list of managers names who were not members were 
supplied by the association, 

Questionnaire Design 

It was decided, after consulatlon with Dr, Donald Prlebe, Project 
Dlrtctor, to use a direct mall questionnaire to gather the data. The 
questionnaire was designed to secure the information needed to reach 
the objectives of this study. Dr , Donald Priebe, Professor Shubel Owen, 
and Dr. David Cobla were consulted about the content and construction of 
the quesionnaire. Dr, Josephine Ruud and Mr, Thomas Ostenson were also 

7 
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utilized ai resource personnel, Mr. Keith Howard, Executive Secretary^ 
and Mr. Roger Williams, Field Services Manager of the North Dakota Im- 
plement Dealers Association, also reviewed the questionnaire prior to its 
mailing. 

Data Gathering 

The queitlonnalre , an explanatory cover letter and a self-address-* 
ed stamped envelope were mailed to the implement dealers on April 13 ^ 1973, 
A follow-up letter was mailed to the non-rasppndents on April 25 , 1973, 
On May 3* 1973, a second follow-up latter containing another questionnaires 
explanatory letter and self -addressed stamped envelope were mailed to 
those individuals who had not responded to the first two letters. 

A total of 18§._usable queitlonnaires were received fay IteylSj 1973, 
This represented a 52,4 percent return from the 359 letters mailed* 

Analvsli of Data 

The final analysis methods were chosen after a count of some of 
the personal profile information was completed and data grouping trends 
had been examined. Dr. Donald Priebes Research Project Director , and 
Dr , Roberc Carlsonj Statistltian for the North Dakota Agricultural Ex- 
periment Station, were consulted regarding possible analysis methods. 

The data were processed at the North Dakota State University 
Computer CenEer, A program using the chl square test for independence 
was run on the comparison portions of the data. All mean scores, fre-^ 
quency c^Hints and percentages were computed at the computer center. Data 
were then tabulated and Included in this report. 
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CHAFCER IV 



PROFILE DATA OF NORTH DAKOTA lOTLEMNT 
DEALERSHIP MAmGERS 

The information preitnted in this chapter relates to the personal 
profile of the Implement dealership managers returning usable quest ion'' 
naires. The profile included the following Information i nature of 
managerial positions, management tenure, sige of business managed, number 
of part-time employees, availability and involvement in management pro- 
grams, level of formal education and age* 

Types of Managerial, pQsi_tipn_s 

Managerial positions were separated into four categories as shown 
in Table I, The largest group, 160 managers or 85,1 percent of the re- 
spondentSi either partially or completely owned the business they managed* 
The smallest group of managers reporting, 6 or 3,2 percent^ worked in a 
private business they did not own. There were 14 or 7.4 percent of the 
managers who managed a company owned store and 8 or 4*3 percent indicated 
they managed a local cooperative machinery dealership* 

Years of Experience as an Implement Dealership Manager 

There were a total of 40 managers or 21,3 percent who indicated 
they had 3 to 10 years management eKperienee In the implement business p 
An Inspection of Table II will show this to be the largest number of re-» 
spondents in any one tenure group. The second largest group, 35 managers 
or 18.6 percent, indicated they had 26 or' more years of management ex- 
perience. 

9 
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TABLE I 

NATURE OF MmGERIAL POSITIONS IffiLD BY 188 
NORTH DAKOTA IMPLE>ffiNT DEALERSHIP MANAGERS 



Nature of 
Managerial Position 



Owner - Manager 
Line Company Store Manager 
Cooperative Store Manager 
Private Business Manager 



TOTAL 



N ^ 188 



Number of Itenagers 
in Group 



160 
14 

8 
6 



188 



TABLE II 



Percent of Total 



85-1 
7.4 
4.3 

3.2 



100.0 



YEARS OF MANAGERIAL EXPERIENCE OF l&d NORTH 
DAKOTA FARM IMPLEMINT DEALERSHIP MANAGERS 



"Years of 
Management Experience 




Number of Managers 
in Group 


Percent of Total 


4 or 


fewer 




29 


15.4 


5 to 


10 




40 


21.3 


11 to 


15 




29 


15.4 


■ 16 to 


20 




30 


16.0 


21 to 


25 




23 


13.3 


26 or 


more 




35 


18.6 


TOTAL 






188 


100.0 .- 



N = 188 
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There were three ©xperlence groups which hod slmtlar numbers of 
Tespondents reporting. The experience groups 16 to 20 years, 4 or few- 
er years and 11 to 15 years experience had 30, 29 and 29 managers report- 
ting in each respective group. The group with the fewest manrigers, S5 or 
13.3 percent, had indicated from 21 to 25 years management experience. 

Number of Full-Time Employees 

The number of full-time employees per business ^ as illustrated 
in Table III, was used as a measure of business size, A full-time employees 
as described in the questionnaire , was defined as a worker who was employ- 
ed eleven or more months per year* 

Nearly half of the implement managers, 44.1 percent, indicated 
they employed 5 to 10 full-time workers. OM-fourthj 25,5 percent of 
the dealerships 5 had 4 or fewer full-time employees. There were 38 man- 
agers or 20,2 percent who employed 11 to 15 full-time-workers* Almost 
nine-tenths of the managers, 89,8 percent ^ responding to the questionnaire 
employed 15 or fewer full-time employees. 

A total of 19 dealerships employed 16 or more full-time workers. 
Of these 19 ^ managers of 11 dealerships had 21 or more full-time employees* 

TABLE III 

NUMBER OF FULL-TIM EMPLOYEES OF 188 NORTH DAKOTA 
FARM IMPLEMENT DEALERSHIP MANAGERS 

~ Number of Number of Percent 

Full-Time Employees Pe a l ershlpsi in Grou ps of Total 

4 of fewer '48; 25.5 

5 to 10 83' 44a 
11 to 15 38 20,2 
16 to 20 8 4,2 
21 or more 11 6*0 



TOTAL 188 100.0 



12 

Mean Number j)f Part-^Time Ernployeei Per Dealership 

The pattern of employment for part'-time help was seasonal in nature, 
junej July and August were the peak part-time employment months. There 
were averages of 1*56 part--time employees per dealership employed in Julys 
while in June and August 1,45 and 1,54 part-time workers were employed 
per dealarihlp respectively* The sharpest decline In part-^time help oc- 
curred between August and September, A drop of ,6 of. an average part- 
time worker per dealership was reported, ., ' 

The fewest part-time workers were employed during November, The 
managers reported hiring an average of ,35 part-time employees during that 
month, December and January were the next lowest hiring months with ,38 
and ,45 part-time laborers hired respectively* 

Seasonal hiring did not play a large part In the total employment 
picture. The average part-time help maintained throughout the year was 
,88 workers per dealership. Figure 1 and Table IV illustrate the mean 
number of part-time workers employed per dealership on a monthly basis, 

TABLE IV 

I^AN NUraER OF PART-TIME EMPLOYEES PER 
DEALERSHIP BY MONTHS 



January 


.45. 


July 


1,56 


February 


.49 


Auiufl t 


1.54 


March 


.73 


September 


.97 


Apr 11 


1.02 


October 


.55 


May 


1.17 


November 


.35 


June 


1.45 


December 


.38 
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Mean Number 
of 

Part-Time Employees 
par 
Dealership 



2.0 
1,8 
1,6 
1.4 
1.2 
1,0 
,8 
.6 
,4 
.2 




I I 1 i 1 i I i 

. . s . m >% * 
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Figure. 1 

mm NUMBER OF PART-TIME EMPLOYEES PER 
DEALERSHIP BY MOOTHS 



Knowledge of the Availabtlitv and Extent of Participation In Management 
Ed u ca t i on Fro gr ams 

The managers were asked to respond on a yes or no basis if a man- 
agement education program was available from the line company with which 
they were affiliated* Eighty-eight, manageri or 46.8 percent reported 
there were management programs available while 98 respondents or 52,1 
percent indicated the companies did not have such a program. Two man- 
agers or 1,1 percent did not answer the question. 

There were 44 managers or 23.4 percent of the respondents who had 
participated in a management education program within the past two years 
or were currently enrolled in such a program. 
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TABLE VI 

LEVEL OF FORMAL EDUCATION OF 188 NORTH 
DAKOTA IMPLEbffiNT DEALERSHIP MANAGERS 



Level of Number of 
Formal Education >knagers In Group 


Pe r cen t 
of Total 


Eighth grade or less 18 




9.6 


Grade 9, 10 or 11 10 




5,3 


High school graduate or equivalent 58 




30.9 


Trade, technical or bustneis school 18 




9,6 


Some college - no bachelors degree 45 




23,9 


Bachelors degree 30 




15,9 


Bachelors degree plus other profesBional 9 
educa t ion 

i 




4.8 


TOTAL iOo 




100,0 


N h 188 






Age of ManagGrs 






i More than half, 54,9 percent , of the Implement 


mam 


igers indicated 


they were between the ages of 35 and 54 years of age. 


Of 


this group, 49 


managers or 26.2 percent were 35 to 44 years old and 


28,7 


percent or 54 


managers were 45 to 54 years of age. Thirty-one mana 


gers 


or 16*4 per- 



cent reported being 34 years of age or younger. 

There were 54 managers in the 55 year and older category. Nine- 
teen of the 54 managers or 10.1 percent indicated they were 65 years of 
age or older. One manager in thla group reported managing his business 
for 50 years . 
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TABLE VII 

AGE DISTRIBUTION OP 188 NORTH DAKOTA 
IMPLEMNT DEALERSHIP MANAGERS 



Age Group of 
Manaieri In Years 


Number of 
Managera in Groups 


Percent of Total 


25 or lass 


2 


1.0 


26 to 34 


29 


15.4 


35 to 44 


49 


26.2 


45 to 54 


54 


28.7 


55 to 64 


35 


18.6 


65 and over 


19 


10.1 



TOTAL 



188 



100.0 



N ^ 188 



O 0 
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CHAPTER V 

MAN SCORES AND CHI SQUARE VALUES OF IMPLEMENT MANA^OERS 
RESPONSES TO 32 MAMGElffiNT SKILL AREA QUESTIONS 

The information contalnad in this chapter Is a presentation of 
mean scoras for the 32 questions asked of the farm implement managers 
regarding the importance of selected management skill areas in an ed-^ 
ucatlon program, Chi square values for association between question re^ 
sponses for selected profile groupings are also Included. 

Data Treatment 

Mean scores were compiled for the responses to each of the 32 man-^ 
agement skillareas* A chl square test of independences ^ statistical 
analysis method for cumparing seperate groups of Information as to their 
probability of being Independent ^ was used to compare the responses to 
the skill areas to responses of selected profile groups, A score was 
computed for each skill question according toi manager *s age, level of 
formal education, years of management experience and b±zb of business. 

The response frequency for each management skill area is presented 
in Appendix 

Basis for Establishing Mean Scores i nr Management Skills 

The mean score was based on five possible responses to the 32 man^ 
agement skill areas. The type of res!3onses available werei essential , 
very important, somewhat important * Important ^ and not useful. These 
responses were in reply to questions as to whether a particular management 
skill would be a desirable part of a management education program if 
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such a program were available to the implement dealers. The answers were 
given a numerical value from one to five with a five point value being 
assigned to an "essential" response. Mean scores were then computed on 
the basis of the number of responses and the number value aisigned to the 
responses. The mean scores of the management skill areas are presented 
in numerically decending order in Table VIII, 

Management Skill Areas with Mean Scares Exceeding 4.00 

There were a total of seven skill areas which the Implement deal- 
ers considered to be very important or which had a score value of 4,00 
or higher. The area of inventory management and control received the 
highest mean score of 4.42, The scores had a possible maximum value of 
5*00, Salesmanship, managing accounts receivable and human relations 
followed with mean scores of 4,355 4*27 and 4.16 respectively. 

Other areas managers considered very important in a management 
education program available to them were^ decision making 4,15, profit 
planning 4 . 11 , and pur chas ing with a mean of 4,09, 

Selected Management Skill Areas with Mean Scores Exceeding 3.0 0 but Less 
Than 4.00 

A mean value from 3,00 to 3,99 was considered "Important" based on 
the numerical values given for the possible responqas. The managers 
rated source of funds and handling problem customers the highest in this 
area with mean scores of 3.99 and 3,98 respectively. The Implement man- 
agers also rated these skills above a mean score of 2,85 : directing 
employee leadership, price determination^ financial analysis of business, 
budget planning, and employee motivation. This group represents onG-third 
of the management skills found in the "Important" category, 

24 



19 



TABLE VIII 

. >ffiAN SCORES FOR 32 MAmGE>ffiNT SKILL 
ARIAS AS RATED BY IMPLE^OT 
DEALERSHIP MANAGERS 



1. Inventory Management and Control . , 4,42 

2. Salesmanihlp« « » 4<35 

3. Managing Accounts Receivable 4.27 

4. Human Relations * . . 4,16 

5. Decision Making . . * 4,15 

6. Profit Planning 4.11 

7. Purchaiing. , . , , 4,09 

8. Source of Funds . , , , , 3,99 

9* Handling Problem Customers * 3*98 

10. Directing Employee Leadership . , . . * 3*92 

11. Financial Analysis of Entire Business 3.89 

12. Price Determination 3.89 

13. Budget Planning Cost Control and Analysis 3.86 

14. Employee Motivation 3.85 

15. Bookkeeping Methods 3.82 

16. Employee Training . , , . * 3.80 

17. ttanaging the Manager's Time ................ 3.79 

18. Development of General Business Policy^ , . , , 3.77 

19. Product Promotion . 3*75 

20. Managing the Business for Short and Long Range Goals * . , 3.74 

21. Capital Planning and Investment ...... . 3*73 

22. Office Management . • * • 3.72 

23. OrganlEing and Staffing a Business 3 '72 

24. Labor Relations , 3-67 

25. Problem Identification 3.59 

26. Business Control Guides . , 3*40 

27. Transportation Problems , 3.09 

28. Insurance >tanagement 3,06 

29. Business Law Needs 2.97 

30. Marketing Segments (apecial groups of customersX , , * , . 2,93 

31. Security (shop lifting, other theft and employee pilfering) 2.85 

32. Computerized Records 2.46 



Possible mean score range 1.00 to 5.00 

A mean score of 5 represents an -^essential" management skill area..... a 
score of 1 represents a 'hot useful" management skill area. 
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There were a total of ten skill areas which received niean scores 
from 3*82 to 3,67. They are arranged in decending order- bookkeeping 
methodSj employee training, managing the manager's time, development of 
general buaineis policy, product promotion, managing the buiiness for 
short and long range goals , capital investment and planning , organizing 
and ataffing a business, office management and labor relations. 

There were four skill areas which did not rate as high relative 
to other skills in the "important" classification* These four skills i 
problem identlf ication , business control guides, transportation problems, 
and insurance management received mean scores of 3,59, 3*40, 3*09 and 
3.06 respectively. 

Management Skill Areas with Mean, Scores of Less Than 3,00 

There were only four skill areas which had a mean score of less 
than 3*n0p The ■■somewhat . Important" category in which they were located 
had a value range of 2,00 to 2*99. Business law needs, marketing seg- 
ments, and security had mean scores of 2,97, 2*93 and 1 85 respectively* 
The area of computerised records received the lowest mean score, 
2 •46, of all the questions. This mean score, however, was still midway 
between the "somewhat important" and the "Important" rating levels, 

Chi Square Compar^lsons Between Re_sponses to the 32 ^nagement Skill Areas 
by Selected _>!a_nagerial_Groupings . 

The chi square test of independence was used to determine re- 
lationships between frequency of responses of related profile groups to 
the 32 management skill area questions* The test of independence was 
based on R X C contingency tables. This test measures the Independence 
or conversely the asspclation between the rowj or question responses and 
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thm column categories or profile groupings, A significant asaociation 

_will , Indicate, a. differential reeponse pattern for the varloua.groups. 

within the profile category. 

Association Batwean Responses to the 32 Management Ques_tlona_ and^ears of 
?tenage_ment Experlenca Groupings 

Chi square values were computed by comparing the responses of 
managera with varying years of management experience , taken from the 
personal profile section, to the 32 skill area questions. Four of the 
32 management skills; employee motivation^ organising and staffing a 
business j budget planning and managing accounts receivable were not in- 
dependent of management experience at the ,05 level of probability. 
Human relations and bookkeeping methods were dependent on management 
tenure at the ,01 level. 

The chi square values for management skill question responses as 
compared with selected groups of management tenure are shown in Table IX, 

Association Between Responses to the 32 Managemen t Questions and Selected 
Age_Gyoupings 

Chi square values for these grounlngs, located In Table . were 
computed by comparing the responses wiluin the four selected age categor- 
lei, taken from the personal profile lectlon of the questionnaire. 

Only two of the 32 skill areas were statistically significant at 
the .05 level of probability or below. Labor relations was not inde- 
pendent of the managers age at the ,05 level of probability. The other 
management skill In ^which there was a significant difference in responses 
was employee motivation* This area received a chi square value which in- 
dicated it was dependent upon age at the .01 level of significance. 
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TABLE IX 



CHI SQUARE VALUES FOR COOTARISON OF ASSOCIATION^^ BETI4EEN 



RESPONSES^ TO THE 32 MNAGE>ffiNT SKILL AREA QUESTIONS 
AND YEARS OF MANAGEMENT EXPERIENCE GROUPINGS 

(N « 188, Degrees of Freedom = 20) 



A, GENERAL 

1 , Inventory ^knagement and Control 18 ,48 

2, Development of General Busineas Policy,,,..,..,,,.*** ,,15,22 

3, Profit Planning * . * 18,79 

4* Decision Making ,,,,...17,83 

5* Problem Identification. , , , . , 25,45 

6, Business Control Guides * ...24,65 

7, !tenaging the Business for Short and Long Range Goals. .28,27 

8, Managing the Manager *s Time**., ...20,96 

9, Security (shop lifting, other theft and employee pilfering) . 20, 22 

10, Business Law Needs ,.,,,...,**..., *18*24 

11, Insurance Management .,*,,,,*,,,,,..*, ,,,,,* ,22,43 

12 , Transportation Problems , , . , , ...,..,*, 20 , 71 

B, MARKETING STRATEGIES 

1, Price Determination 19,78 

2, Product Promotion,.,,, ,,,,,,,.,,,,,,,,*,,,,. ..,,,,24.42 

3, Marketing Segments (special groups of customers)**.,*, 22,64 

4 , Purchasing .,..,,.*,, ,.,,.,,,***..***.., , - 20 * 96 

5 , Salesmanship ,..*,..*.**,* IS , 54 

CUSTO^ffiR SERVICE 

1, Human Relations..* ...*,., ,.,38,12 k 

2, Handling Problem Customers,*,*. , ,T 26.62 

D, PERSONNEL MANAGEI^NT 

1, Directing Employee Leadership 21,96 

2, Office Management. , * ..*.,* ,29,26 

3, Labor Relations .*.*.. 30, 14 

4, Employee Motivation 33, 86 x 

5, Organizing and Staffing a Business, 33,25 x 

6, Employee Training,. 24,24 

E, FINANCE mNAGEMlNT 

1. Budget Planning Cost Control and Analysis, .,.,.,,.*,,, .37 , 78 x 

2 . Source of Funds , . * * . , , *...,, 18 , 98 

3. Managing Accounts Receivable. , ,,.*.,.,*.. .34,32 k 

4* Bookkeeping Methods ...37,85 x: 

5, Capital Planning and Investment,.. 26,58 

6* Financial Analysis of Entire Business, ,...,,.,,.*** 29 . 99 

7, Computerised Records, ...,..*..,,*,*,,*.*...,.. ,28,61 



*v X « statistically significant chi square value at ,05 level 
xK - statistically significant chi square value at ,01 level 
XXX = statistically significant chi square value at ,001 level 
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TABLE K 

CHI SQUARE VALUES FOR COMPARISON OF ASSOCIATION^^ BETWEEN 
RESPONSES TO THE 32 ^IAmGE^ffiNT SKILL AREA QUESTIONS AND 
SELECTED AGE GROUPINGS OF MANAGERS 



(N ^ 188, Degrees of Freedom - 12) 



A* GENERAL 

1* Inventory Management and Control .16,65 

2, Development of General Business Policy 8*68 

3. Profit Planning ..,12,68 

4 , Decision Making. . . . , * * . * 8 * 78 

5. Problem Identification. * 9.87 

6, Business Control Guides 8.96 

7. Managing the Business for Short and Long Range Goals.,...,.. 9,20 

8* Managing the Manager's Time. , 17,94 

9. Security (shop lifting^ other theft and employee pilfering) . 16 . 01 

10. Business Law Needs .10, 73 

11. Insurance Management, . , * * # 16,67 

12* Transportation Problems 16.20 

B, MARKETING STRATEGIES 

1. Price Determination. i * i * 6.03 

2. Product Promotion. * , . . 8 .42 

3. Marketing Segments (special groups of customers)..., .14.32 

4. Purchasine 15,11 

5. Salesmanship, , , , , , ...10,50 

CUST0^ER SERVICE 

1 , Human Relations 7 . 15 

2, Handling Problem Customers * , . , 6.01 

D. PERSONNEL MAmGEMENT 

1. Direccing Employee Leadership.,...,, .16.21 

2. Office Management.,....,.. 8,85 

3. Labor Relations..,. , 23.49 x 

4. Kniployee Motivation..., 26.71 kx 

5. Organizing and Staffing a Business 15,14 

6. Employee Training,.. * * ,,...,18,43 

E. FINANCE MAMGEMENT 

1. Budget Planning Cost Control and Analysis ,,,...,,..13,18 

2. Source of Funds,.,., , 15,13 

3. Managing Accounts Receivable 5.60 

4. Bookkeeping Methods ,,,,*,.,.* 6.24 

5. Capital Planning and Investment 11 .47 

6. Financial Analysis of Entire Business..,..,.,..,., ,,, 7,10 

7. Computerised Records , ...,,.,18, 91 



K - statistically significant chi square value at ,05 level 
XK " statistically significant chi square value at ,01 level 
KXK - statistically significant chi square value at ,001 level 
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AsjQctatlpn Between Responses tp_ the 32_ Management Skill Are 
and Selected Size of Business GrQ uplng 

Size of business was determined by using selected categories of 
full-time employees. The chi square valueSj found in Table XI^ were 
derived by comparing the managers responses to the management skill 
questions within the size of business categories. 

Responses to five management skills were found to be dependent on 
business size at the .05 level of significance. They are: managing the 
manager's timej labor relations, employee motivation | employee training 
and budget planning. Development of general business policyj organising 
and staffing a business were dependent upon business size at the .01 
level. There were two skills, bookkeeping methods and marketing seg- 
ments, that were found to be statistically significant at the .001 level 
of probability,. 

An inspection of the frequency count d^ta indicated five manage- 
ment skill areas; development of general business policy, managing the 
manager ^s time, employee motivation^ organising and staffing a business 
and budget planning were directly related to business size. As the 
business inert ised in slse, the managers regarded these management skill 
areas as more important. 

Assoc_iation Between Responses to the 32 Management Ski2_l_Areas Questions 
and Selected Levels of Formal Education Grouptngi 

The chi square values were computed by comparing the Implement 
managers responses to the management skills by selected levels of education 
These levels were: less than a high school graduate, high school graduate 
or equivalent^ trade = technical-business school or some college, and a 
bachelors degree or more professional education. 
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TABLE XI 

CHI SQUARE VALUES FOR COMPA^lgON OF ASSOCIATION* BETWEEN 

RESPONSES TO THE 32 MANAGEMENT- SKILL AREA QUESTIONS AND 

SELECTED SIZE OF BUSINESS GROUPINGS 

(N = 188^ Degrees of Freedom - 12) 



GEraiRAL 

1* Inventory Management and Control, , , , , * . . . , 18* 14 

2, Development of General Business Policy.,, 26.74 kx 

3* Profit Planning, , 18-21 

4s Decision ^klng^ * * * - 14*02 

5. Problem Identification, , 9.37 

6. Business Control Guides 16*15 

7. Managing the Business for Short and Long Range Goals 20*99 

8* Managing the Manager 'a Time , , , , , *.,.** 22, 91 k 

9. Security (shop liftlngj other theft and employee pilfering)* 16*54 

10. Business Law Needs, , . , , , , , 18.74 

11. Insurance Management "^.99 

12. Transportation Problemi,, 11*70 

MARKETING STRATEGIES 

1, Price Da termination ,.,.,,**,,,,,.,*., 13*26 

2\ Product Promotion* 10.90 

3* Marketing Segments*.** 34*15 kxk 

4. Purchasing, ....*,..#.,..•.. 10,69 

5* Salesmanship , * 13.56 

CUSTOMER SERVICE 

1. Human Ralations , , , ;*,..*.** 8.89 

2. Handling Problem Customers ,**.** 9.45 

PERSONNEL MANAGE>ffiNT 

1. Directing Employee Leadership,,.,,, 11,25 

2. Office Management , , , 20*84 . 

3. Labor Ralations ** ..,* 25,06 x 

4. Employee Motivation ,,,,,, 23.75 k 

5* Organising and Staffing a Business 27.45 kk 

6. Employee Training 21.17 x 

FINANCE mNAGEMENT 

1. Budget Planning Cost Control and Analysis ,,,, 23,13 x 

2. Source of Funds *,.....*,* 15.77 

3 . Managing Accounts Receivable 16.29 

4 . Bookkeeping Methods 44 . 16 xxx 

5. Capital Planning and Investment, 17,73 

6. Financial Analysis of Entire Business ,,,, 18.92 

7. Computerized Records,,.,., ,,,,,,,,, 9.80 



K ^ statistically significant chi square value at .05 level 
XX ^ statistically significant chl square value at *01 level 
XXX ^ statistically significant chi square value at .001 level 
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Managers responses to two skill area questions, business law needs 
and nmrketing segments, were not independent of educational level at the 
,05 level of significane. Employee motivation was dependent on level 
of education at the .01 level. The only skill which was dependent upon 
educational background at the .001 level of probability was security. 

The chi square scores of management skill responses compared with- 
in the levels of education are found in Table XII, 

Inspection of the frequency count data indicated nmnagers concern 
for employee motivation increased as the level of formal education in- 
creased * 
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TABLE XII 

CHI SQUARE VALUES FOR COMPARISON OF ASSOCIATION'^ BETWEEN 
RESPONSES TO^ THE 32 mNAGEOTNT SKILL AREA QUESTIONS AND 
SELECTED LEVELS OF FORMAL EDUCTION GROUPINGS 

(N - I885 Degrees of Freedom » 12) 



A. GENERAL 

1* ItTventory ManagemenC and Control ,,,,,,,,, * * • 19.16 

2. Development of General Business Policy , 7,71 

3. Profit Planning , 15.65 

4. Decision Making 12.40 

5. Problem Identification 18.22 

6. Business Control Guides * 11.73 

7. Managing the Business far Short and Long Range Goals*...,,,* 7,28 

8. ^^anaging the Ifanager Time 7.35 

9. Security (shop lifting, other theft and employee pilfering).. 36.67 xxx 

10, Business Law Neede, , , * 22.46 x 

11, Insurance Management, * . * 15,07 

12, Transportation Problems 16.42 

B. MARKETING STRATEGIES 

1, Price Determination 14.58 

2, Product Promotion 12.21 

3, Marketing Segments (special groups of customers) , 22.97 x 

4, Puifchasing » 10.95 

5 . Salesmanship ,.«.•••• 17 *43 

C. CUSTOMER SERVICE 



D. 



1. Human Relations 


9, 


,38 


2. Handlini Problem Customers 


15. 


,76 


PERSONNEL MANAGEMINT 






1, Directing Employee Leadership,,,.. 


13, 


,61 


2. Office Management 


9. 


80 


3. Labor Relations 


12. 


35 


4. Employee Motivation 


29. 


16 XX 


5, Organizing and Staffing a Business 




97 


6. Employee Training 


12. 


23 



FINANCE mNAGEMBNT 

1. Budget Planning Cost Control and Analysis,,.,,, 8.66 

2, Source of Funds 20,94 

3 * Managing Accounts Rece ivable. • . » 15,78 

4. Bookkeeping Methods, , 20.42 

5. Capital Planning and Investment 11,60 

6. Financial Analysis of Entire Business 15.34 

7 . Computerized Records, 8 * 98 



^ X ^ atatistlcally significant chi square values at .05 level 
XX ^ statistically significant chi square values at .01 level 
xxK - statistically significant chi square values at .001 level 
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CHAPTER VI 

RESPONSE OF mH^l^NT mNAGERS TO POSSIBLE 
SOURCES OF MANAGE>ffiNT EDUCATION PROGRAMS 

The informatlDn in this chapter was based on a question asking the 
implement managers which educational agencies they would look to as pos- 
sible sources of a management education progranit The questionnaire list- 
ed eight agencies to which the managers could indicate their preference 
regarding the part each agency should play in providing an education pro- 
gram. An open end question allowing respondents to write in other agencies 
and rate them was also included. 

The ratings managers selected from werei (1) agency should provide 
this programs (2) maybe this agency should provide this program, (3) 
this agency should assist other agencies in providing this programs (4) 
agency should not be involved in this program. The response frequencies 
are shown in Table XIII. 

Implement l^nagers Ratings of Educational Agencies as Possible Sources 
of Management jducat ion Programs 

The implement managers rated junior colleges and vocational-tech- 
ntcal schools as the agencies they would look to most often as a source of 
management education programs. Almost 67 percent of the managers thought 
junior colleges and vocational-technical schools "should provide" or 
"maybe provide-- an educational program. Only 8 percent of the respondents 
indicated they Should not be involved/' The remaining 24*5 percent of the 
managers preferred that these agencies should assist in providing such a 
program* 3 4 
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TABLE Kill 



REBPOIE FREqUENCY- 0F-l8i !AMiMPLEll « 

EDUGATIQIL AGICIES AO A POSeiBLE SOURCE OF A MAIGEM' .1 
EDUCATION PROGRAM 



0 0 Q" ^ 0 0 ,5 0" ^5 ^ 

^' a, 4^ If Eg ^ ^ 5* 1 0 



0 ij ^ 



k 

0 





Fqn, 


1 


Fqn. 1 


Fqn. I 


Fqn, 


I 


Fqn. % 


a, Local or area public school 


25 


13.3 


34 


18,1 


65 


34.6 


59 


31.4 


5 


2.7 


b, state junior college or vocational'- 
tichnicai school 


n 


37J 


c/, 


28. / 




24,5 


13 


a.Q 


I 


1.1 


Ci state colleie or state university 


65 


34.6 


53 


29.3 


43 


23.9 


.20 


10.6 


3 


1.6 


d, private business or technical school 


39 


20J 


69 


36.1 


50 


26.6 


28 


14.9 


2 


1.1 


i, North Dakota Cooperative Exteniion 
aervice 


26 


13.8 


53 


28,2 


64 


34.0 


40 


21,3 


5 


2.7 


f, Snail Biisinesi Adminlstratiori 


20 


10.6 


44 


23.4 


60 


31.9 


61 


32,4 


3 


1.6 


g. The line company (John Deere j Case, 
International Harvestorj etc.) 
with which your firm currently does 
lirge portion of its business 


39 


31.4 


39 


20,7 


68 


36,2 


la 


9.6 


4 


2,1 


h. North Dakota Implement Dealers 
Association 


38 


20,2 


49 


26.1 


76 


40.4 


20 


10.6 


5 


2.7 


i, other 


3 


1.6 


0 


0 




2,7 


7 


3.7 


173 


92.0 


TOTAL 


188 100,0 


188 


100.0 


188 100,0 


laa ,100.0 


188 100.0 



*N for each agetiGy ■ 168 
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State colleges or universities were chosen almost 64 percent of 
the time by managers In favor of these agencies "providing" or '"maybe 
providing" a management program. Nearly 24 percent of the respondents 
indicated state colleges should assist. The managers indicating state 
colleges "should not be involved" in providing a management education 
program comprised only 10.6 percent of the group. 

Private business or technical schools were the third preference of 
implement managers in selecting the educational agency they would look 
to regarding management education. Fifty-eight percent of the managers 
were in favor of having private business or technical schools "provide" 
or "maybe provide" management education. There were 26,6 percent of the 
respondents who indicated these agencies "should assist" other s in providing 
such a program. Nearly 15 percent of the managers did not prefer this 
agency to be involved in presenting a management education program* 

The line companies were selected by 52,1 percent of the managers 
to "provide" or "maybe provide" management education, Thirty*-six per- 
cent of the respondents Indicated they would like the line companies to 
assist In a management program. Only 9.6 percent of the managers did 
not feel this agency should be involved in a management education program, 

Forty-stK and three tenths percent of the respondents indicated they 
would look to their professional organization, the North Dakota Implement 
Dealers Assoclatlonj to "provide" or "maybe provide" a management ed- 
ucational program. Seventy-six or 40,4 percent of the group replying 
preferred that this agency "assist" others in providing such a program. 
There were 20 managers or 10,6 percent who indicated the association 
"should not be Involved" in conducting a management education program, 
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The North Dakota Cooparative Extension Service was chosen by 41 
percent of the respondents to "provide" or "maybe provide" a management 
education program. Thirty-four percent or 64 mnagers indicated they 
would expect the Cooperative Extension Service to "assist" other agencies In 
conducting a management education program* There were 40 managers or 
21.3 percent of this group who did not want this agency to be involved in 
a management program. 

The implement managers gave the Small Business Administration and 
the local public schools almost similar ratings in the three major cat- 
egories* There were 31*4 percent of the managers who indicated local 
schools "should provide" or "maybe provide" a management education pro- 
grant and 34 percent who responded to the same categories for the Small 
Bu."insf-K Administration. The local schools and the Small Business 
Af};uj,nistrat Ji^;. were given ratings of 34.6 and 21.9 percent respactively 
by iunnagers when asked if they agency "should assist " others with such a 
program. Thirty-one and four tenths percent of the managers indicated 
local schools "should not be involved" and 32.4 percent did not look to 
the Small Business Administration for a management education program. 

rifiaen managers responded to the open end question regarding 
other possiMe sources of management education programs* The replies to 
this question were too divergent to properly summarige in this study. 
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SU>mRY AND CONCLUSIONS 

Significance^ of Study 

This study was done in partial fulfillment of one of the major 
objectives as stated in the proposal of the Farm Management Education 
Research and Development Project, This project was funded by the State 
Board for Vocational Education and conducted by the Agricultural Educat- 
ion Department, North Dakota State University, Fargo ^ North Dakota, The 
specific objective states! "to examine the use of the variation of the 
Farm >tonagement Education Program for other agricultural businesses man- 
agement needs 

Statement of the Problem 

It was the purpose of this study to determine the attitudes of th 
farm Implement dealership managers in North Dakota twards their needs 
for selected areas in management education. The specific objectives of 
the study were: 

a. To determine the attitude of North Dakota farm Implement 
dealership mangers toward their need for selected areas of 
management education 

b. To determine the attitudes of North Dakota farm implement 
dealership managers toward various agencies or groups as 
possible sources of management education 

c. To obtain profile information of the North Dakota Implement 
dealership managers as to their i 

-age 

-level of forn^l education 

-management tenure 

-*siEe of business 

^type of business managed 



IfiFarm Management Education Research and Development Project (Un- 
published research project proposal ^ North Dakota State Unlvarsltyj Farg 
1972), p. 1. 
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d. To compare the attitudes of North Dakota farm implement dealer- 
ship managers towards their need for managemenc education 
according toi 

-number of full-time employees 
*age 

-level of education 
-management tenure 

Que a t ton_na_ir e 

Direct*mail questionnaires were sent to 359 farm implement dealer- 
ship managers in North Dakota on April 13, 1973, One hundred and eighty- 
eight usable replies were received. 

Characteristics of Implement Managers 

1. Most managers in this studyj 85*1 percent, either partially or 
completely owned the implement businesses which th^y 't?sr^ged* Fourteen 
or 7.4 percent of the managers managed a company omi^u ncore and 8 or 

4.3 percent managed for a local cooperative. Only 6 or 3,2 percent of the 
managers returning questionnaires managed for a private implement store 
they did not own, 

2. There were 29 managers or 15,4 percent who reported having 4 

or fewer years of experience managing an implement business. An identical 
number of managers were recorded in the 10 to 15 year group. Forty managers 
or 21,3 percent reported having had 5 to 10 years of managerial eKperiance 
and 16 percent indicated they had 16 to 20 years experience. There were 
60 managers or 31,9 percent of the total group who had 21 or more years 
experience in managing an Implement business, 

3. Forty-four percent^ of the respondents indicated their businesses 
employed 5 to 10 full-time workers employed eleven or more months. There 
were 25.5 percent of the implement managers who reported 4 or fewer full- 
time personnel. Twenty percent stated they had 10 to 15 people employed 
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and only 10*1 percent of the managers reported having more than 16 full- 
time workers. The average part-time help per dealership throughout the 
year was .88 workers, 

4, There were 28 or 14,9 percent of the managers reporting who in- 
dicated they had not completed high school. Thirty-one percent had finish- 
ed high school but had not received any formal poet secondary education. 
Almost 34 percent indicated they had received some trade , technical p bus- 
inese or college education. Twenty and seven tenths percent of the re- 
spondents reported they had received a bachelors degree or bachelors 
degree plus other professional education, 

5, Thirty-one or 16.5 percent of the managers replying were 34 
years of age or younger. There were 49 managers or 26,1 percent included 
in the 35 to 44 year age group and 28*7 percent of the managers were in 
the 45 to 54 year old age category. Fifty-four managers or 28.7 percent 
reported being 55 years of age or older. 

Mean Scores of 32 Management Skill Areas as Rated by Implement Dealership 
Managers 

Seven management skills had a mean score above 4*00. The skills 
managers felt were "very useful" in an education course were^ inventory 
management and control, profit planning^ decision makings salesmanship, 
human relations J purchasing and managing accounts receivable. 

One-third of the 21 skill areas with a mean score between 3,00 and 

3,99 were above a mean of 3,84, Seventeen of the 21 management skill 
areas had a mean score In excess of 3,65, The general areas managers in- 
dicated were "important" dealt with the personnel and financial aspects 
of the Implement business. These areas Included the Importance of employee 
leadership, employee motivation, labor reatlonSj training and office man- 
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agement as well as investraent planning, business analysis , funds sources j 
budget planning and bookkeeping methods. 

Management skills In which managers had the least interest were 
computerised records , security ^ special marketing segments and business 
law needs. All had mean scores of less than 3,00 and ranged to a low of 
2,46 for computerised records, 

Chi Square Values for Association Between >knagement Skill Area Question 
Rjsponse^s, with _Selec ted Mnnageria^ Groupings 

Chi square values were derived by comparing the managers responses 
to the 32 management skill area questions by the managers- agej size of 
business s years of management eKperlence and level of education. 

There were a total of 128 chi square values computed and of this 
group, 21 management skills were found to be dependent on either size 
of business, level o£ education j years management experience or managers- 
age at the ,05 percent level of probability or lower. 

There were 9 management skills dependent at the ,05 level of 
significance or lower when responses to the management skill areas were 
compared by size of business^ 6 skill areas by management tenure , 4 when 
compared by educational levels and 2 when compared by age categories. 

The associations of six management skills responses were statisti-^ 
cally significant at the ,05 percent level of probability or lower with 
more than one managerial grouping. They are; bookeepingi budget plan- 
ning and cost control, organizaing and staffing a business^ employee 
raotivationj labor relations and marketing segments. 

Only one management skill question^ employee motivationj was 
associated at the ,05 level of significance or below in more than two 
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q£ the managerial groupings* It was found to have a significant chl 
gquare value in all four nmnagerial groupingi used for comparisons* 

Freauenev Response of Managers Toward Educational Agenclei as Possible 
Sources of Management Education Programa 

The implement managers were asked to reepond to questions regard- 
ing educational agencies as possible sources of management education pro* 
grams. The managers were asked to respond to each specific agency on 
the following basis* 1, agency should provide a management program^ 2, 
maybe this agency should provide a management program^ 3, this agency 
should assist and 4. agency should not be Involved in presenting a manage- 
ment program. 

Sixty-six percent of the managers indicated junior colleges and 
vocational-technical schools "should" or '-maybe should" provide a Mnage- 
ment education program while 63 percent reported a state college or uni- 
versity "should provide" or "maybe provide" such a program. There were 
57.4 percent of the managers who indicated private trade and business 
schools "should" or "maybe should" participate and 52.1 percent of the 
respondents who reported the implement line companies "should" or "maybe 
should" provide a management program. Eighty^seven managers or 46.3 
percent indicated their professional organlgatlon, the North Dakota Im- 
plement Dealers Association, "should" or "maybe should" provide a program 
and 40.4 percent suggested they "assist" some other agency , The North 
Dakota Cooperative Extension Service was selected 41 percent of the time 
as a management education source and 34 percent of the managers indicated 
they "should assist" another agency. 

The Small Business Administration and local' public schools were 
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rated about equally. Approximately one-third of the mangers selected 
both agencies to "provida" or "maybe provide'' a program, one^third in- 
dicated they "should assist" and the reMining one^^third of the mangers' re- 
ported they did not feel these agencies should be involved in a management 
education program* . 

Conclusions 

1, All management skill areas were regarded by implement managers 
as being relatively Important in a management education program* The 
managers rated 31 of 32 management skill areas above the midpoint of the 
^'somewhat Important" and "Important" rating categories, 

2, Farm implement managers indicated the most interest in includ- 
ing the following management skill areas in a management education pro- 
gram' inventory management and control | managing accounts receivables 
salesmanship t and human relations . 

3, ApproKimately two-thirds of the implement managers regard 
junior colleges J vocational-technical schools ^ state colleges and state 
universities as a possible source of management education programs. Other 
sources, arranged in decending order of preference as a management pro- 
gram source, are: private trade and business schools, implement line 
companies. North' Dakota Implement Dealers Assdciation, North Dakota Co- 
operative Extension Service, local public schools and Small Business 
Administration, 

4, Nearly 29 percent of the Implement managers in this study were 
55 years of age or older. It is very probable that one-fourth to one- 
third of these positions will turn-over In the next decade, 

5, More than 85 percent of the managers either partially or com- 
pletely owned the business they managed. Other implement managers wore 
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employed by company owned stores, local cooperatives or private implement 
stores in which they had no equity* 

6, One-fourth of th^ managers reported having four or fewer full* 
time employeei* Slxty^nine percent of the managers employed ten or fewer 
workers and 89 percent indicated thtir business employed 15 or fewer 
employees in their farm Implement dealership, 

7, Almost one^thlrd of the managers In this study had finished 
high school but had not received more formal education* More than one-^ 
third of the respondents indicated receiving post high school education 
other than a four year college degree ^ of some type. Approximately 20 
percent of the Implement managers reported having a bachelors degree or 
four year degree plus other professional education. 

8, In analyEing managerial groupings by size of business and years 
of management experience ^ there are more differences regarding opinions 
concerning needed management ,sHlll areas to be Included in a management 
education program than in analyzing managerial groupings by age or level 
of education, 

9, Five management skill areas directly related to the si^e of 
business are: development of general business policy ^ managing the 
manager's time^ employee motivationj organizing and staffing a business 
and budget planning. As the size of business increased, managers indicated 
more concern about these skill areas being included in a management ed- 
ucation program. 
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NORTH DAKOTA STATE UNITORSITY 
OF AGRICULTURE AND APPLIED SCIENCE 
FARGO, NORTH DAKOTA 58102 



April 11, 1973 



TO* Members of the North Dakota Implement Dealers Aiaoclation 

FROM: Marvin Kleene and Dr. Donald Priebe, Agricultural Education Dept. 

We need some information only you can provide . Your opinion! We hope 
to determine which areas of management skills you feel are important in 
an agribusiness management education program and who you would look to 
for providing such programs . 

Will you please take a few minutes to complete the enclosed questionnaire* 
Your ideas are needed. 

This survey is being conducted by the Department of Agricultural Ed* 
ucation. North Dakota State University^ in cooperation with the North 
Dakota Implement Dealers Association. The information compiled from 
this survey may be useful in planning future agribusiness management ed- 
ucation programs. 

Your kind cooperation is much appreciated. 
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Assume that an agricultural buelneai management 
education program were available for you in your 
community or area. Please rate each of the 
following management skills based on how important 
you believe it to be ai a part of such an ed- 
ucational program* Check only one box for each 
mnageraent area listed, 

A . GENEML 

, 1» Inventory ^nageraent and Control 

2* Development of general business policy...*,* 

3. Profit Planning,.., 

4 . Decision Making 

5. Problem. Identification. 

6. Business Control Guides 

7. Managing the Business for Short and Long 
Range Goals • 

8. Managing the Manager's Time 

9. Security (shop lifting, other theft and 
employee pilfering) . . . . , 

10, Business Law Needs 

11 , Insurance Management ,*...,.., 

12, Transportation Pifobleras 

B.^ MARKETING STMTEGIES 

1* Price Determination 

2. Product Promotion •••• ,..,.,,,*..*• 

3. Marketing Segments (special groups of 

customers) .,...!-**••-• *.....* #> 

Purchasing ....,*..!•.••*.•«■••*•••••••*■•*• 

5 • Salesmanship •.*...,■#.*•**.•••#••**■*»**•■•* 

c. custom;r service 

1 . Human Relations • • - . . • * 

2. Handling Problem Customers. 



. . • . : 



PERSONNEL MANAGEMEOT 

1. Directing Employee Leadership, 

2 . Off ice Management , , , , . , , 

3 . Labor Relations ^ 

4. Employee Motivation 

5. Organizing and Staffing a Business* . 

6. Employee Training #«. 

FINANCE MANACTiraiNT - 

1. Budget Planning Cost Control and Analysis i 

2. Source of funds • • « 

3 . Managing Accounts Receivable 

4 . Bookkeeping Methods 

5. Capital Planning and Investment........... 

6. Financial Analysis of Entire Business,..., 

7. Computerised Records.,*, 
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II* Again assume that an agrlbuslnass management education program was 
to be offered In your community or surrounding area. Such a program 
could possibly be offered by different agencies or combinations of 
agencies* Please rate each of the following agencies according to 
the part you believe each should play In providing the mariagement 
education program* 

Ratings are* 

1* Agency should provide program, 

2, Maybe this agency should provide this program. 

3* Agency should assist another agency in providing this program. 

4. Agency should not be Involved in the program. 

Circle only one number for each category belowi 



a . 


Local or area public school 


.1 


2 


3 


4 


b. 


State junior college or vocational-technical school 


.1 


2 


3 


4 


c. 


State college or state university 


.1 


2 


3 


4 


d. 


Private business or technical school 


.1 


2 


3 


4 


e , 


North Dakota Cooperative Extension Service 


.1 


2 


3 


4 


f . 


Small Business Administration 


.1 


2 


3 


4 


g. 


The line company (John Deere , Case, International 












Harvester, etc.) with which your firm currently 












does a large portion o£ its business 


.1 


2 


3 


4 


h. 


North Dakota Implement Dealers Association 


.1 


2 


3 


4 


1. 


Other 


1 


2 


3 


4 



III, OTlffiR INFORmTION: Please complete the following questions* 

1* Which category best describes your current managerial position? 
Check only one, 
f 

a, >knager of company store, 

b» Manager of private business but do not own, 

c, Manager of business you partially or completely own, 

d» - _ _'- - Manager for local cooperative, 

2, How many total years have you been employed as a manager in a 
farm implament business? 

a, 4 or less c, ^ 11 to 15 e* 21 to 25 

b. 5 to 10 d, 16 to 20 f. [ 26 or more 

3# Number of full-^time employees working eleven months or more in** 
eluding yourself? Check only one. 

a. 4 or less c, 11 to 15 21 or more 

b. 5 to 10 d. 16 to 20 

4, How many seasonal or part-time employees have you employed In the 
past year in each of the following months? 

January SeptembGr 

February June October 

March . July November 

April August December 
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5. a. Does the company with which you are affiliated (International 
Harvestor, John Deere, CaSGi etc.) have a management training 
program available which is designed to up-grade and expand your 
skills as a manager? 



yes 



no 



5*b, Are you now or have you been enrolled in such a program in the past 
two years? 



yes 



no 



Level of your formal education. Check only one, 

a. 8th grade or less 

b. Grade 9, 10 or H 

c. High school graduate or equivalent 

d. Trades technical or business school 

e. ___ Some college ^ but less than a Bachelors degree 

f . Bachelors degree 

g. Bachelors degree plus other professional education 
Your age group, 

a. 25 years of age or younger d, 45 to 54 

b, 26 to 34 e, " 55 to 64 

\ 35 to 44 . = = 2, 65 years old or 

older 
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NORTH DAKOTA STATE UNIVERSITY 
OF AGRICULTURE AND APPLIED SCIENCE 
FARGO, NORTH DAKOTA 58102 



TO: Members of the North Dakota Implement Dealers Assoclatton 

FROM* Marvin Kleene and Dr* Donald Priebe 

Agricultural Education Department^ North Dakota State University 

DATE: April 25, 1973 



About two weeki ago you received a questionnaire which la being used 
to gafcher information about mnagement skills you feal are important 
in a management education program. 

We reallEa this is a busy time of the season and you nmy not have had 
time to reply* Your reply is important. You are the only person who 
can give us your ideas, and we need your ideas* Please take a few 
minutes to complete the questionnaire and return it in the enclosed 
self-addr.essed stamped envelope* 

This study is being done by Che Agricultural Education Department ^ North 
Dakota State University^ in cooperation with the North Dakota Implement 
Dealers Association, 

Your prompt return of the questionnaire will be much appreciated* 
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NORTH DAKOTA STATE UNIVERSITY 
OF AGRICULTURE AND APPLIED SCIENCE 
FARGO, NORTH DAKOTA 58102 



TO^ Members of the North Dakota Implement Dealers Association 

FROM: Dr, Donald Priebe and Marvin Kleene, Department of Agricultural 
Education^ North Dakota State University 

DATES May 3, 1973 



About three weeks ago you reeeived a questionnaire 
which ii being used to gather Information about management 
skills you feel are important in a management education pro* 

gram. 

We realize this is a busy time of the season and you 
may hava mislaid your questionnaire or have not had time to 
reply. Your reply is Important. You are the only person 
who can give us your ideas ^ and we need your ideas* Enclosed 
is another questionnaire* Please take a few minutes to 
complete the survey and return it in the enclosed self -addressed ^ 
stamped envelope. 

This study is being done by the Agricultural Education 
Department, North Dakota State University, in cooperation with 
the North Dakota Implement Dealers Association. 

Your prompt return of the questionnaire will be much 
apprecaited. you have already returned your survey, thank 
you for your help. 
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FREQUENCY OF RESPONSES TO TIffi 32 MANAGEMENT 
SKILL AREA QUESTIONS 




4j 

a 



Q 



A, GENERAL 



1. 


Inventory Management and Control 


. . 117 


43 


21 


4 


3 


2. 


PevelopmenC of General Business Policy 


, . 42 


72 


62 


5 


4 


3. 


Profit Planning 


. . 76 


68 


33 


5 


4 


4. 


Decision Making 


. . 81 


65 


31 


6 




5. 


Problem Identification 


. . 42 


56 


65 


19 


5 


6. 


Business Control Guides 


.. 28 


52 


78 


21 


6 


7. 


Managing the Business for Short and Long Range 














Goals 


. . 43 


71 


58 


10 


4 


8. 


Managing the Manager's Time 


. . 57 


60 


47 


13 


7 


9. 


Security (shop lifting, other theft and employee 














pilfering) 


. . 13 


31 


67 


64 


10 


10. 


Business Law Needs 


, . 16 


39 


63 


63 


6 


11. 


Insurance Management 


. . 18 


39 


78 


40 


12 


12. 


Transportation Problems 


.. 17 


40 


78 


46 


6 



B. MARKETING STRATEGIES 



E. 





58 


67 


49 


7 


5 


2. Product Promotion, 


34 


85 


56 


8 


3 


3. Marketing Segments (special groups of customers).,. 


15 


31 


76 


49 


12 


4. Purchasing, , 


69 


78 


34 


4 


3 




96 


67 


20 


4 


1 


CUSTObffiR SERVICE * 












I. Human Relations , 


78 


71 


25 


9 


2 


2. Handling Problem Customers 


66 


73 


31 


13 


4 


PERSONNEL MANAGEfffiNT 












1. Directing Employee Leadership 


53 


78 


45 


7 


3 


2. Office Management , 


40 


70 


63 


12 


2 




39. 


66 


68 


12 


3 


4. Employee Motivation 


52 


67 


55 


8 


3 


5. OrganiEing and Staffing a Business 


46 


65 


54 


16 


4 


6. Employee Training 


44 


75 


58 


7 


3 


FINANCE MANAGEMNT 












1, Budget Planning Cost Control and Analysis 


63 


58 


47 


11 


7 




70 


64 


38 


11 


4 


3, Managing Accounts Receivable 


84 


74 


24 


2 


2 


4. Bookkeeping Methods , 


57 


57 


60 


12 


2 


5, Capital Planning and Investment, 


43 


66 


63- 


11 


3 


6, Financial Analysis of Entire Business 


62 


61 


50 


10 


4 


7. Computerized Records 


13 


20 


52 


55 


46 



N ^ 188 
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SUMMARY OF CKI SQUARE VALUES 
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CHI SPO VALUES FOR COMPARISON OF ASiOCIATION BETll Tl 32 INAGEIOT SKILL 
AREA qUEBTIOKS Al BILECTED UmME CATEGORIES 
(N = 188) 



Vears 
Managenient 
Experience 
20O Freedoin 



ii invincory nEniginignL iuo Lfuncrui 


18 4B 


it Uiviiopiiignt Qt betiorii bubiqeis rgiicy 




J, notu riEnning 


18,79 


^, Dacision fiBKing 


17 83 

kit w J 


fioDlsni idgntiricauon 






24 65 


7. Managing the Buainess for Short and Long 




Range Goala 


28.2? 


0, Minagitig tng ranigir s iiM 




9* Security tsnop iirtingj otnar tnaic im 




amployee pilfering) 




iU* DUiiniis iiaw MiQ^ 


18 24 


111 Insuranci Manigetnent 




12, Transportation noDlenii 


19 78 


ij, fiici iJeCerininiLion 


m, froQUCC rroinoiiori 


24.42 


IS. Marketing Bepents (special iroupi of 




customers) 


22.64 
20.96 


16. ^ Purchaiing 

17. Saleimanship 


15.54 


18, HuMn Relations 


38,12 m 


19, Handling Probleni Custoiners 


UM 


20, Directing Eniployei Leadership 


21,96 


21, Office Management 


29.26 


22, Labor Relations 


30.14 


23, Employee Motivation 


33,86 X 


24. Organiging and Staffing a Businais 


33.25 X 





of 

F.Hiir Q h i nil 


Aei 


r L gi^uyiu 


TOO Frppdofn 


12° Freedom 


la.u 


19,16 


16,65 


?fi 74 


7 71 


8.68 


18.21 


15.65 


12,68 


14.02 


12.40 


8.78 


Q ^7 


18 22 


9,87 




11 73 


8.96 




7 28 


9.20 


99 Ql ¥ 


7 IS 


17 94 


16.54 


36.67 XXX 


16.01 


IP 74 


22 46 X 


10,73 


9n 09 


1^ D7 


16.67 


n 7n ' 




16,20 


n 9A 




6 03 


10,90 


12.21 


8.42 




99 Q7 X 


14 32 




in Qs 


15 11 

i 4-1: 




17 41 


10 so 




Q 18 


7 15 


9.46 


15.76 


6.01 

16.21 


11.25 
20.84 


13.61 
9,80 


8.35 


25,06 X 


12.35 


23.49 X 


23,75 X 


29,16 XX 


26,71 XX 


27.45 XX 


12,97 


15.41 



U1 

(table continued) 
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CHI SQUARE VALUES (continued) 



Years Size Level 



Management 


of 


of 


Age 


Experience 


Business 


Education 




20^ Freedom 


12 Freedom 


12° Freedom 


12 Freedoin 


25. Einployee Trainini 24,24 


21,17 


12,23 


18.43 


Zb. fiudpt Planning Cost Control and Analyiis j/./e x 


2j.lj X 


q,d6 


13. lo 


2?. Source of Funds 13 J§ 


15,77 


20,94 


15,13 


28, taging Accounts Receivable 34.32 x 


16.29 


15,78 


5.60 . 


29. Bookkeeping Methodi 3J J5 xx 


44,16 XX 


20.42 


6.24 


30, Capital Planning and Investment 26.58 


17,73 


11,60 


11.47 


31, Fininciil Analysis of Entire Business 29.99 


10,92 


15,34 


7.10 


32. CoiputeriEed Records 28.61 


9.80 




18.91 



K = .05 probability level 
XX = .01 probability level 
XXX - .001 probability level 
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